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Much of the pleasure that we 
yet in our work comes from an ap- 
preciation of our fellow workers. 
The realization that distinctive 
contributions are made by many 
and that the abilities of 
others serve as a challenge for the 
best capabilities in all of us should 
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hence the emphasis here on some 
of those things that individuals 
are responsible for, or should be 
interested in, as their contribution 
toward desirable results in their 
particular area of work. 


C.U's Improve Employees 


GEORGE H. BAKER, vice-president of 
Wyandotte Chemicals Corporation 
in charge of employee and public 
relations told 550 delegates and 
guests at the Michigan Credit Un- 
ion League meeting that credit un- 
ions are one of the surest ways yet 
discovered to build stability in man- 
agement—worker relationships. 


“Progressive management has 
come to realize that there are many 
aspects of an employee’s life which 
may appear to be entirely foreign 
to his job, but which nevertheless 
have a direct bearing on his pro- 
ductivity. These factors, among 
others, include health, family 
status, and most importanly, free- 
dom from worry—or security. 
Opinion Research Corporation has 
found that this factor of security 
rates first above all others among 
workers. 

“It is because of this need for 
security on the part of the employee 
that management recognizes the 
great value of well organized and 
well run credit unions. Credit un- 
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TELLING YOUR CREDIT UNION STORY 
To the People in Your Community 


This story is rewritten from an article by Nelson Brown, editor of the Ingham County News, 
Vason, Michigan. It originally appeared in News For Farmer Cooperatives, published by the 
Department of Agriculture. We feel that the ideas and methods expressed by Mr. Brown 
definitely could help credit union officers to get their story before the general public, remem- 


bering that there are almost 9000 weeklies in the United States with a combined circulation 
of 17,200,000. 
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the public? Well, speaking as a re- home not so much what the credit One man might read them all and 
porter-editor of a weekly news- union has done for others but what really be sold. 
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papers to which they are being the country, lose readership. If a 
. Dailies usually want fewer reader has seen a credit union story 
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e at all. After your story gets into print, 
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identical story a day or two ganization of a credit union. We 
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y, word for word. didn’t hear any more. The credit 
e want to place fresh news be union treasurer might as well have 

our readers. You can em- run away with the money. Stories 
ize one angle in one paper, an on progress should always come 
pr angle in another paper. Then through, even the smallest little 


stories may be read. Instead piece of news. Then, when a big 
having similar headlines and story breaks, the credit union and 
in three or four papers with the readers are old acquaintances. 
aps not more than one read, The credit union which makes news 
changing your release just a during its organization period 
should follow through after it opens 
for business. If it doesn’t it is los 
ing an opportunity to keep the pub 
lic informed about the value of a 
credit union, and to spread the good 
news among members and prospe 

tive members. 
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Men from many lands built a new land, America 


Men of many skills made it rich and free. Cover Full Story in Release 


Men of many creeds thank God for America vei \| ia me mention another for in 
; ; y Vy : stance. A local credit union sent out 
a release stating that they were 
going to have their annual meet 
ing on a certain date. There wa 
nothing in the release indicating 
what was going to happen at the 
meeting, nothing about dividends, 
election of officers etc. It was a 
far from complete story, and didn't 
do the credit union much good 
Of course, the ideal weekly editor 
would go out and get the facts, but 
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Good Public Relations 
Come from Good Internal Relations 


By R. W. Fairchild, President 


Illinois State Normal University 


Reprinted with permission from Campus Pathways) 


IFE IS TOO SHORT to spend any 
| Field of it in unhappy situa- 
tions if such can be avoided, The 
possibility of preventing or even 
eliminating most conditions that do 
not contribute to enjoyment and 
satisfaction is largely up to the in- 
dividual, The attempt is made here 
to point out how one may at least 
reduce situations that might con- 
tribute to undesirable conditions 


A belief in one’s self is highly 
essential to happiness at all times 
This does not mean that one be- 


comes egotistical reyarding his 
own importance, but it does mean 
that one feels that he has a mis- 
sion to perform Such a mission 
results in the greatest possiple sat 
isfaction when there is a realiza 
tion that a contribution is being 
made to individuals, organizations, 
and working conditions in the area 
in which one serves. The realiza 
tion of a job well done earns sat 
isfactions that produce incentives 
for greater attainment. 


The rendering of service to oth 
ers and the development as well 
as possible completion of the pro- 
yram being undertaken, frequent- 
ly result from a feeling of ac- 
complishment in terms of a job 
well done. Naturally, that means 
that one must have standards, in 
centives, and goals of attainment 
Goals should be attainable to pro- 
duce continued progress and hence 
u series of goals is highly desir 
able. Someone has said, “There is 
no death quote so certain as the 
death of attainment,” which is 
true if one ceases to make further 
progress after a goal, perhaps too 
easily accomplished, has been at- 
tained, 

Much of the pleasure that we 
yet in our work comes from an ap- 
preciation of our fellow workers. 
The realization that distinctive 
contributions are made by many 
persons and that the abilities of 
others serve as a challenge for the 
best capabilities in all of us should 
not produce jealousies but rather 
realization that cooperation is 
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highly essential to any successful 
undertaking. 

All of the foregoing conditions 
are based upon a two-way ap- 
proach to our common task—the 
viving of the best that we have 
and a knowledge that the quantity 
and quality of service rendered is 
appreciated by those with whom 
we are associated. Too frequently, 
many workers are forced to as- 
sume that if comments of any kind 
are missing, the absence of such 
may be construed as an approval 
of the work being done. How much 
better it is to know directly and 
first-hand that real accomplish- 
ments are appreciated by others. 
This, of course, means that all of 
us should be alert to compliment- 
ing persons on outstanding ac- 
complishments. Such a_ habit 
makes possible criticisms that 
have meaning and produce desir- 
able results in the betterment of 
quantity or quality in the area of 
activity in which one is engaged. 
Since all human 
enough to respond to such consid- 
eration, appreciation usually re- 
sults in improvement. 


persons are 


There should be an awareness 
of the value of good public rela- 
tions and how such relations influ- 
ence a betterment of everyday pro- 
cedures as well as final results. 
But good public 
from good 


relations come 
internal relations; 
hence the emphasis here on some 
of those things that individuals 
are responsible for, or should be 
interested in, as their contribution 
toward desirable results in their 
particular area of work. 


C.U's Improve Employees 


GEORGE H. BAKER, vice-president of 
Wyandotte Chemicals Corporation 
in charge of employee and public 
relations told 550 delegates and 
guests at the Michigan Credit Un- 
ion League meeting that credit un- 
ions are one of the surest ways yet 
discovered to build stability in man- 
agement—worker relationships. 


“Progressive management has 
come to realize that there are many 
aspects of an employee's life which 
may appear to be entirely foreign 
to his job, but which nevertheless 
have a direct bearing on his pro- 
ductivity. These factors, among 
others, include health, family 
status, and most importanly, free- 
dom from worry—or security. 
Opinion Research Corporation has 
found that this factor of security 
rates first above all others among 
workers. 

“It is because of this need for 
security on the part of the employee 
that management recognizes the 
great value of well organized and 
well run credit unions. Credit un- 
ions, both through the lending of 
necessary funds at reasonable rates 
of interest, and in addition by 
counseling with the employee, can 
relieve him of his worries and 
thereby add to his working effici- 
ency and that of the company.” 


Sales Resistance 


Real Estate Agent: “IT tell you, 
sir, the death rate in this suburb 
is lower than in any other part of 
the country.” 

Near Victim: “Il believe you. I 
wouldn't be found dead here my- 
self. 
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TELLING YOUR CREDIT UNION STORY 


To the People in Your Community 


This story is rewritten from an article by Nelson Brown, editor of the Ingham County News 
Mason, Michigan. It originally appeared in News For Farmer Cooperatives, published by the 


Department of Agriculture 


of 17,300,000. 


— THE BEST WAY to tell 
your credit union story to 
the public? Well, speaking as a re- 
porter-editor of a weekly news- 
paper, I have a few suggestions to 
make to help both you and me—you 
to keep the public informed about 
your credit union, and me to help 
my readers keep a finger on the 
pulse of all the local news. We need 
local angle stories, all the facts 
whio, what, why, when, where, and 
how much—fresh material written 
for our weekly, and your follow 
through on the news. 


Local Names Invaluable 


As a weekly, we are interested in 
localizing the more 
so than a daily. We like names and 
facts that mean something local. 
we can mention a name—someone 
familiar in our area, or can tell our 
readers what your credit union does 
to the community, this all helps to 
bring before our readers a clear 
picture of news as it affects the peo- 
ple they know. 

Work in the facts. Break them 
down to the local level. Don't take 
for granted that the editor, the 
public, or even the credit union 
members know the whole score. If 


news release, 
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Men from many lands built-a new land 
Men of many skills made it rich and 


Men of many creeds thank God for America 


. We feel that the ideas and methods expressed by Mr. 
definitely could help credit union officers to get their story before the general public, 
bering that there are almost 9000 weeklies in the 


there are quotes, try to get some- 
body local to say them. Hammer 
home not so much what the credit 
union has done for others but what 
it can do for me—with me being 
the reader. 

Tailor your news releases to fit 
the papers to which they are being 
sent. Dailies usually want fewer 
local details. Smaller papers, week- 
lies included, want full details. 
Some credit unions write up a story 
on their latest doings and accom- 
plishments and send the same story 
to several papers. They don’t at- 
tempt to change the pattern of the 
release at all. 

No weekly editor likes to set an 
article into type only to see the 
neighboring daily come out with 
the identical story a day or two 
ahead. It is not just the money in- 
volved. He doesn’t want to be ac- 
cused of stealing news from the 
daily, word for word. 

We want to place fresh news be- 
fore our readers. You can em- 
phasize one angle in one paper, an 
other angle in another paper. Then 
both stories may be read. Instead 
of having similar headlines and 
leads in three or four papers with 
perhaps not more than one read, 


by changing your release just a 


Wisse] 


vi mal, i 


tree... 


We Did Not Build It Alon« 


Brown 


remem- 


United States with a combined circulation 


trifle you have an opportunity to 
attract new readers in every paper 
One man might read them all and 
really be sold. 

National advertisers have learned 
recently that newspapers and maga 
zine advertisements which blanket 
the country, lose readership. If a 
reader has seen a credit union story 
in the daily why should he be ex- 
pected to read exactly the same re- 
lease again in the weekly’? Of 
course, putting out different re- 
costs more and takes more 
time. Yet results prove that such 
a plan is worth much more. 

After your story gets into print, 
then what? Do you follow through 
with more news and facts? You 
should. We ran publicity on the or- 
ganization of a credit union. We 
were able to get stories weekly 
while the credit union was in proc 
ess of being organized. Then we 
didn’t hear any more. The credit 
union treasurer might as well have 
run away with the money. Stories 
on progress should always come 
through, even the smallest little 
piece of news, Then, when a big 
story breaks, the credit union and 
the readers are old acquaintances. 
The credit union which makes news 
during its organization period 
should follow through after it opens 
for business. If it doesn’t it is los 
ing an opportunity to keep the pub 
lic informed about the value of a 
credit union, and to spread the good 
news among members and prospe 
tive members. 


leases 


Cover Full Story in Release 


Let me mention another for in 
stance, A local credit union sent out 
a release stating that they were 
going to have their annual meet 
ing on a certain date 
nothing in the indicating 
what was going to happen at the 
meeting, nothing about dividends, 
election of officers ete. It was a 
far from complete story, and didn't 
do the credit union much good 

Of course, the ideal weekly editor 
would go out and get the facts, but 


There wa 


release 
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there are few ideal edit Because 
of time and-for many other reasons 
most of them grab something easier 


to develop 


Conclusions 


So some of the major 


help 


ways that 
yourself and me to 
encourage the public 


you can 
to learn your 
credit union story are these. Write 
from the Give all the 
facts. Change the patterns of your 


local angle 


release. Follow through and keep 
the news coming. 

Your credit union story deserves 
to be told. Publishers are glad to 
tell it, because such telling can pe 
developed into interesting local 
news. If your credit union provides 
the facts, if you use care in finding 
the right market for these facts, 
the public will learn your story. 
That’s the responsibility, that’s the 
opportunity of credit union public 
relations men and women. 


EXPERT GIVES TIPS 
On Safe Driving Attitudes 


Kditor Note 


Read his 10 tips for drivers, 


dent 


HE OCCUPATIONAL HAZARD of 
‘a ae vear in and year out 
(as a salesman must) is an oecupa- 
tional hazard in itself. You must di- 


vide your attention 
erating your 


between op- 
vehicle and carrying 
business. This situation 
sets up a perfect accident hazard 
for you as a commercial driver 
taking driving for granted. Here 
are some rules that may help you 
overcome the feeling that driving 
is just a routine matter 

1. Take your chip off your 
shoulder. Nothing is worse than the 


out your 


danger and bad feelings caused by 
an aggressive, obnoxious § driver 
looking for someone to outdrive. 

2. Take humor 
along. Driving, like everything else 
in life is subject to “ups” and 
“downs”. Make your conscience 
lighter by not taking the “downs” 
too seriously 

%. Don’t let little things disturb 
you. If you over-critical, 
you will soon be looking for un- 
pleasantness—and missing the 
pleasures of life 

1 See what 


your sense of 


become 


happens—observe 
and be alert. In the course of your 
driving and business calls, don’t try 
to plan everything out to the last 
detail, Allow for slip-ups and do a 
little improvising when things do 
not follow your carefully laid plans 
5. If someone steals the right-of- 
He may have 
a good reason, but if he doesn’t he 


way, let him have it 


is not the type of person you will 
want to associate with anyway 

6. Be indulgent. Everyone has off 
days. Courtesy doesn't cost any- 


thing to give 
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Here are some thoughts on safe driving by 
Hagerup, Lumberman’s 


Mutual Casualty Company. 


they may save you an ac- 


7. Don’t drive too fast for road 
conditions. You can be driving 10 
mph and still be speeding. Use your 
common sense and allow for adverse 
conditions, even if the speed limit 
is well above the speed at which you 
are driving. 

%. Use extra caution if you must 
drive at night. Try to plan your 
business calls so that you avoid 
long drives at night. 

9%. Don’t yell, but smile. Courtesy 
is an attitude toward life. It shows 
the mature mind at work, restrain- 
ing selfishness in favor of coopera- 
tion and consideration toward 
others 

10. A safe day's journey will be 
the reward if you follow these rules, 
but remember, they are good for 
one day only 








A Mission of Service 


IN A RECENT Dorothy Dix column 
appeared, “I am in a desperate 
situation have even considered 
suicide—My problem is debt.—We 
owe $3,000, and are expecting an- 
other baby in three weeks— My hus- 
band is a factory worker and has 
little left after our necessities are 
bought—” 

Dorothy Dix advised the couple 
to work out a budget according to 
their income, recommended a con- 
solidation of the debts, and warned 
against loan sharks. 

Gordon Smith, CUNA’s Canadian 
Manager noticed the item in the St. 
Thomas Ontario newspaper while 
working in that area. To Gordon 
this was a case in which credit un- 
ion service was needed, and know- 
ing that credit unions all over 
North America deal with problems 
like this and even worse problems 
every day took up the invitation to 
pass on a suggestion that they try 
to obtain credit union service, along 
with other information about cre- 
dit unions. 

Dorothy Dix answered “Thank 
you so much for your letter. We are 
passing the information on to Mrs. 
G. A. and are keeping it on hand 
for anyone else that can use it.” 


Germany Celebrates 


. . 

Raiffeisen Day 
RAIFFEISEN SOCIETY members from 
all over Western Germany will cele- 
brate Raiffeisen Day on July 1-2-3- 


in Frankfurt-am-Main. A_ special 
program in memory of Raiffeisen’s 
death 65 years ago will be part of 
the festivities. Last years celebra- 
tions, which were held in Hannover, 
drew thousands of members of the 
Raiffeisen Verband and _ visitors 
from several European countries 
and Canada. 

The Raiffeisen Verband is the na- 
tional organization of cooperatives 
and credit unions in Western Ger- 
many. 


Multiplication 


A YOUNG LAWYER was presenting 
his first case in court. It was a 
simple damage suit brought by a 
farmer against a railroad company 
whose train had killed twenty-four 
of his hogs, but the young man was 
trying to dramatize it. 

“Just think of it, 
twenty-four hogs,” he stated im- 
pressively, “twenty-four! That's 
twice the number there are on this 
jury.” 


gentlemen, 
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What Management and Employees 


THINK OF CREDIT UNIONS? 


Reprinted from the January issue 
of the Credit Union Digest. 


HAT DOES MANAGEMENT 
think of credit unions? 
It was the very question 


that George A. Scott, President and 
General Manager of Walker's, one 
of San Diego's largest department 
stores, had to answer when he was 
asked to address a group of credit 
union enthusiasts at a Credit Un- 
ion Day celebration of the San 
Diego Chapter of the California 
Credit Union League. 

Mr. Scott prefaced his talk with 
the statement that “what manage- 
ment is not up on it is usually down 
on.” 

Being among those of manage- 
ment that are definitely up on cre- 
dit unions, it was his suggestion 
that credit union officials and mem- 
bers point out to management the 
many tangible and intangible bene- 
fits that can be derived from the 
operation of a credit union. 

Drawing from his own experi- 
ence, Mr. Scott cited the tangible 
benefits that had accrued to his or- 
ganization since the formation of 
the Walker-Scott Employees Fed- 
eral Credit Union. 

First, he said, there is consider- 
able time saved by management in 
handling matters now taken care 





EACH HAVE 5 OR MORE YEARS IN WHICH 
JOR MORE NEW CREDIT UNIONS | 
REPORTED EACH MONTH! 
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of by the credit union. Prio. to the 
formation of a credit union 10 
years ago in his organization this 
amounted to at least three hours a 
week, which means that since its in- 
ception the credit union has saved 
management a total of 1,560 hours. 

Also, prior to the formation of a 
credit union Walkers had attempted 
to make loans to its employees, and 
averaged out at about a $400 loss 
each year. This has saved the com- 
pany $4,000 over the ten year 
period. 

One of the most important as- 
pects to develop out of the organiza- 
tion of a credit union at Walker’s 
is that it has provided a source 
from which the store could draw to 
fill managerial positions. 

In watching the officers and 
members of the credit union during 
meetings and special sessions, Mr. 
Scott felt it has facilitated choosing 
those employees with ability. From 
this source the store has gained at 
least three individuals each year 
amounting to a total of thirty men 
in top management since the credit 
union was organized. 

Being up to credit unions, Mr. 
Scott knew what he thought, but 
he was curious to know what the 
majority of the credit union mem- 
bers thought of their credit union, 
so he had the following letter 
printed and sent out to each of the 
credit union’s 387 members at 
Walker’s. 

Dear F. C. U. Member: 

Will you help me help all Federal 
Credit Unions? 

Just turn over this page and jot 
down your thoughts as to what the 
Walker-Scott Employees Federal 
Credit Union has meant to you. 

Did it help you save when maybe 
you might not have done so? 

Did it help you out of a tight 
financial spot? 

Did it pay you the dividends you 
expected ? 

Do you like the democratic way 
your fellow employees operate 
F. C. U. without store management 
interference? 

These are just a few questions to 
stimulate your thoughts. I know 


you have others; please let me have 
them and by October 10th, if you 
can, 

l am to address the Area F.C. U. 
Conference, and | want to represent 
your thinking as well as mine, but 
of course I'll keep all you say in 
confidence even though I suspect 
you will have only good to write. 

Thanks in advance. 

Very truly yours, 

George A. Scott 

Response to the letter was over- 
whelming with each credit union 
member telling of benefits he or she 
had received. 

“Among the benefits mentioned,” 
said Mr. Scott, “were homes, hos- 
pital bills, cars, burial expenses, 
weddings, dreams realized, rela- 
tives helped, business started, bank- 
ruptcy avoided, divorce avoided, 
children educated, and even a shot 
gun purchased. 

Letter didn’t say what the shot 
gun was for!” 

Excerpts from some of the letters 
are even more revealing. 

“Walkers Credit Union paid for 
my first offspring, so to speak——and 
it appears that | will be seeking 
further assistance for the next one, 
Perhaps, as a gesture of gratitude, 
I should name the next one Federal 
Credit Union . . . We could call it 
‘Fed’ for short. Then when people 
would see us on the street, they 
could say ‘Look.’ There goes Fed 
and Well-Fed.’ 

“The dividend rate is more than 
satisfactory. ‘We never had it so 
good!’” 

“I like the speed when it is 
needed. I had a check in my hands 
within an hour or so when my son 
was in an accident—this I have 
never forgotten.” 

“There is unlimited strength in 
consistency and regularity. Light 
hammer blows consistently applied 
will break the hardest substance. 
The constant drip of water will 
eventually wear through stone. And 
so it is with the Federal Credit 
Union. The fact that it makes sav- 
ing such an easy habit to acquire, 
the fact that there exists some mea- 
sure of enforced savings, just 
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enough to properly g le you when 
even events may tend to direct you 
to miss making regular deposits, 
the fact that your money is work 
ing for you 24 hours each day, the 
fuct that your money is fully pro 
tected and finally the fact that it 
is always available for emergencies 
All these things make for a pro 
yram of regular and consistent sav 
ing which can do nothing but 
grow 
“It encourages my husband to 
ave with me 
“It makes 
long.” 
“Through my savings | was able 
to withdraw amounts to help medi- 
cal expenses, and through a loan | 
received financial help for my 
daughter's wedding, thus making 
the day a very happy one for all.” 
“My particular use of the F.C. U 
is to enable me to create an edu 


me feel as though I be 


cational fund for my child. Since 
I um the sole support, | know that 
I would not voluntarily put money 
Other needs 
would seem more pressing. With a 
withheld 


aside for this purpose 


mall amount from my 


check f r Rot v } @ 


pay, I do not miss that money, yet 
| have the comfortable knowledge 
that, slowly, but surely, | am pro- 
viding for her future. 

“Interest, as such does not seem 
much but the dividends declared 
each year by our F, C. U. is much 
like manna from heaven to me.” 

“For a person in my particular 
circumstances, single, a non-prop- 
erty owner, in fact, I have very 
little which might serve as collateral 
to satisfy most loan agencies re- 
quirements, this organization is 
ideal in its functional and opera- 
tional set-up for my present or per- 
haps future needs.” 

Krom these comments made by 
the members themselves about their 
credit union, Mr. Scott was readily 
able to determine that the mem- 
bers were not only aware of the 
many benefits they received from 
their credit union, but were most 
appreciative of these advantages 
and the feeling of security im- 
parted to them.” 

In his talk at the Credit Union 
Day Dinner Celebration, Mr. Scott 
was speaking primarily to manage- 
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ment, since the theme of the dinner 
was “Management Night” and the 
owners or managers of many of San 
Diego’s largest business and indus- 
trial organizations were present. 

It was Mr. Scott’s contention that 
they “were missing a bet’ if they 
did not have a credit union within 
their own organization, not only 
for the benefit of the employees, but 
also for the benefit of the company. 

This benefit, as he had pointed 
out, had a tangible dollar and cents 
value to the company, and it also 
provides intangible benefits, among 
which could be listed the peace of 
mind in knowing that the employ- 
ees themselves were taking care of 
their financial needs. 

Mr. Scott’s address, the high- 
lights of which have just been re- 
stated, was so well received by 
those at the Credit Union Day Cele- 
bration that he was asked to repeat 
it at a Rally of credit union mem- 
bers, delegates and directors who 
were in San Diego for their Annual 
Meeting. 

To them he said, “Let the bene- 
fits be known.” 


a 


Geschaftsbucher- Abteilung 


Me ies 


The pictures above which are reproduced from Genossenschaftliche Mitteilungen, Hannover-Braunschweig show the newly decorated and remodeled 


Raiffeisen Printing and Publishing House in Neuwied am Main, Germany 


Formed by Friedrich Wilhelm Raiffeisen in 1881, this agency of the Raiffeisen 


Verband has published numerous books and pamphlets on cooperatives and credit unions and two monthly magazines Raiffeisen Rundschauy and Raif- 


feisen Bildpost. The agency also prints and distributes forms and bookkeeping equipment for Raiffeisen societies all over Western Germany 


Formerly the headquarters of the Raiffeisen organization 


the agency employs about 300 persons 
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“— 
ake Your Money Count! 


By Sidney S. Miller, Manager 


Social Security Field Office, 


fi yew “IT” is a little card with 
your name and a nine digit 
number on it—your social security 
card. 

The benefits paid to a worker 
under the Federal old-age and sur- 
vivors insurance program when he 
retires or to his family when he 
dies depend entirely upon the 
amount of wages credited to the 
worker's social security account. 
The old-age and survivors insur- 
ance program is operated for the 
protection of aged workers over 65 
and for their survivors if the bread- 
winner dies at any age. It is fi- 
nanced by a one and one-half per- 
cent tax paid by the worker and by 
the employer on the first $3600 paid 
to a worker in each year. 

Because there are thousands of 
people in this country with identical 
names, it would be impossible to 
keep employees’ records by name 
alone. For example, there are over 
a million Smiths in this country and 
there would be endless confusion if 
only the name were used; so earn- 
ings are credited under a_ social 
security number. 

A worker should have one num- 
ber—and one only—during his life- 
time. Of the more than one hundred 
million social security numbers is- 
sued since 1936, no two numbers 
are alike. A change or transposition 
in one digit might result in cre- 
diting wages to the wrong person. 
If any worker has had more than 
one number or has worked for sev- 
eral employers and used different 
numbers, the nearest social security 
field office should be notified and 
the earnings consolidated and 
transferred to one number. 

No matter how many times a 
worker changes his name, changes 
his job, or loses his card, he should 
always have a card with the num- 
ber originally issued to him. Women 
workers who get married should 
secure a new card with their mar- 
ried names; but their number re- 
mains the same. 

To make it easy for employees to 
have but one number and to get 
credit for all their earnings, the 
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social security card is made up in 
two sections. The top half should be 
carried in the worker’s pocketbook 
and the bottom half should be kept 
in a safe place so that it might be 
used if the top half is lost or stolen. 





To Ensure the Maximum 


Social Security Benefit 
1. Always carry your Social 
Security Card with you. 
2. Use only one 
during your life time. 
3. Notify the nearest Social 
Security Office of any change 


number 


in name. 

4. Verify your credit account 
at least every three years. 

5. Pay no more than $54 per 
year. 





The bottom half can be taken to a 
social security field office where an- 
other card will be issued immedi- 
ately to replace the one lost or worn 
out. 

Even if a worker has realized 
that he needs but one number dur- 
ing his lifetime and has learned to 
take proper care of his card, he will 
not reap the full benefits for the 
taxes he has paid if he does not 
make sure his employer has his cor- 
rect name and account number. 
Every employee should check to see 
that his employer has his correct 
number on the records. The card 
should always be shown to the em- 
ployer and the number not given 
to him from memory as many mis- 
takes occur that way. This is one of 
the ways a worker can make sure 
that he is getting credit for his 
earnings and “Making His Money 
Count.” 

Another means of making your 
money count is to check up periodi- 
cally on the amount of earnings cre- 
dited to your account in the central 
office of the Social Security Ad- 
ministration at Baltimore, Mary- 


Madison, Wisconsin 


land. At 
years, a 


least once every three 
post-card inquiry form 
should be filled out and mailed to 
the Baltimore central social securi- 
ty office. These post cards may be 
secured from any of the more than 
500 social security offices located 
throughout the country. 

A further verification of the ac- 
curacy of a social security account 
can be made by a thorough exami- 
nation of the statement of earnings 
which is given to each employee 
once a year by his employer for in- 
come tax purposes. On this form 
there is a space for the social 
security account number and the 
taxes that have been deducted from 
the employee. The social security 
tax figure should not be more than 
$54 in any one year at the present 
rate of tax. 

To “Make Your Money Count” 
take care of your social security 
card and “Show It” to all your em- 
ployers so that the records may 
reflect the correct social security 
number. 


Coincidence 


A RICH WIDOW in a small town mar- 
ried a man of more moderate means 
and no sooner had the honeymoon 
ended than she began reminding 
him that it was her money that was 
paying the bills. 

Whenever the man _ purchased 
anything, his wife would say: 
“That’s nice, but if it weren't for 
my money, it wouldn’t be here.” 
Even when friends dropped in she'd 
burn it into him with “Oh, yes, we 
have nice things, but Henry 
couldn't afford to keep up a place 
like this.” 

One day, the husband bought a 
television set. His wife examined 
it, then said: “It’s beautiful. But 
I don’t have to remind you, Henry, 
that if it weren’t for my money, it 
wouldn’t be here.” 

“My dear,” the harassed man re- 
plied quietly. “I deem it time that 
| tell you something. If it weren't 
fur your money, I wouldn’t be here, 
either.” 








Keep Repeating Publicity Items 


That Keep Bringing Results 


By Allan S. Beale 


NE FALLACY which must not 
O color our thinking is the as- 
sumption that the way to build and 
maintain volume is to introduce a 
whole set of new plans every year 
A “look at the record” indicates 
that a successful new 
approach remains “new” and suc- 
cessful yeu atter year. Proof? 
There's plenty of it—of the most 
exact type imayinable 


sales 


l’irms whose business in either 
wholly or largely mail order depend 
on advertising to produce direct, 
measurable results. If the orders 
don’t come in in sufficient numbers 
as a direct result of advertising, 
failure is inevitable. Those firms 
have proven beyond any question 
that a sales approach that is suc- 
cessful one year will continue so 
vear after year, having a radical 
change in buying habits. One com- 
pany has run the same ad, without 
changing a single word, in the same 
types of publication for 29 years, 
with spectacular success, Occasion- 
ally they wonder if they couldn't do 
better, but all experiments to date 
have resulted in fewer inquiries 
than are obtained regularly by their 
old standby 

Prospects Change 

Does this experience carry over 
into the field of life insurance? It 
most certainly does, as we learn 
from the famous company in Con- 
necticut which has been running 
the same ad, with minor variations, 
for more vears than most of us can 
remember. Its theme—how to re- 
tire early on a comfortable income. 
They know how effective the ads 
are, simply by counting the coupons 
that come in and keeping a record 
of how many 
make to the 
doesn't change 


sales their agents 
inquirers. The ad 
but the readers do! 

Well, granted that repetition of a 
yood approach is effective on a na- 
tion-wide scale, aren't the problems 
involved in a purely local situation 
different’ After all, most everybody 
in town heard about our new plans 

(Maybe). Jumbo cards, 
newspaper ads, perhaps 
radio, and certainly word-of-mouth 


last year 


posters, 


promotion covered the entire com- 
munity. (Maybe). 

For the answer to that question, 
let’s look at our own habits with 
regard to advertising. Let’s suppose 
that two years ago the kitchen 
stove began to show signs of giving 


up the ghost. The oven door was 
warped, the heating units didn’t 
ave their former pep and the 
temperature controls were becom- 
ing unreliable. We began to read 
the stove ads in deadly earnest. 
This one had only three burners, 
while we needed four. This one had 
all the features we wanted, but car- 
ried too high a price tag. This one 
looked good, but was manufactured 
by a firm we hadn't heard of—and 
so on—until we located the one 
that fitted our needs. Then we 
stopped reading stove ads—we 
quite literally don’t even see them 
any more. 
Reminder—A Must! 

We all have another habit which 

has a bearing on this problem. We 





Chairman Please Post 


CREDIT UNIONS ENDORSED 


By Delegates at the Ninety-fourth Convention of the 


INTERNATIONAL TYPOGRAPHICAL UNION 


WHEREAS, Usurious lenders and loan sharks 


habitually prey on working people and siphon off buying 


power through excessive interest and other charges; and 


WHEREAS, Credit unions have con lusively proved 


their ability to help working people solve their money 


problems and create a better standard of living through 


self-help; and 


WHEREAS, Credit unions are sound and have 


proven the fact, as during the depression period; while 


thousands of banks failed. there is no record of credit 


unions failing during that period, an accomplishment 


which reflects the stability and value of credit unions as 


For Information 
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CREDIT UNION NATIONAL ASSOCIATION 
NA MUTUAL INSUBANCE SOCIETY 
LINONS CREDIT UNION i facut 
"iC AGO CENTRAL CHAPTER 


Aboce resolution was adopted at the Ci 


financial institutions; and 


WHEREAS, In the United States there has been a 
rapid and sound growth in credit unions to such an 
extent that there are over 10,000 credit unions serving 


ilmost 5 million members with assets of $1,000,000,000. 


WHEREAS, Assistance, without cost or obligation, 
in bringing credit union service to our members is avail- 
able through the Credit Union National Association and 


its 56 affiliated leagues; Now Therefore Be It 


RESOLVED, That the delegates to this convention 
heartily endorse the credit union idea and urge all 
Typographical Unions whose members are not now 
served by a credit union, to take steps to set up a ¢ redit 


union to aid their members. 


winnati Convention in 1952 


The above bulletin was sent by the International Typographical Union to the locals with the request 


they be posted 
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put things off. We see an ad and 
plan to act, but for one reason or 
another don’t get around to it. We 
see the ad again and may act this 
time—or may not. The wise adver- 
tiser keeps at it and give us an- 
other chance. Eventually, we do act, 
or even if we don’t some of our fel- 
low procrastinators will. 

It all adds up to this. We know 
our new plans attracted buyers in 
1952 because they filled a_ basic 
need. To the people who didn’t have 
those needs last year, or who had 
them but didn’t get around to act- 
ing, or who weren't reached by our 
advertising, the plans are still new 
this year. They will continue to be 
new as long as the needs which 
they fill continue to exist. 

There is every reason to believe 
that vigorous promotion will pay 
off as it did last year. There’s no 
reason to assume that repetition 
would be wasteful. 

We've got known winners. Let's 
keep teliing people about them.— 
Reprinted from SAVINGS BANK LIFE 
INSURANCE NEWS. 


Cause of Functional Disorders 
IT MAY BE STATED SIMPLY that in a 
person who does not make a 


Jonny Aurman wanted a car 
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Johnny didn't have $795. So he 

paid $100 down and went tw 

high finance company. (Then his 

troubles began!) 
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This two-page spread was used by the Companion Employees Credit Union, Omaha, Nebraska in 


the «@ really swell, 


All I have te 


healthy adjustment to psychologi- 
cal conflict symptoms of functional 
disorders eventually develop. Con- 
versely, a patient with a functional 
disorder always has a psychologi- 
‘al conflict at the root of his 
troubles. 

In simple terms, a psychological 
conflict may be said to exist when- 
ever a situation is different from 


eee 


It Is Hard 
forget 
forgive 
apologize 
take advice 
admit error 
be unselfish 
save money 
be charitable 
avoid mistakes 
keep out of the rut 
make the best of little things 
shoulder blame 
keep your temper at all times 
begin all over again 
maintain a high standard 
keep on keeping on 
To think first and act afterwards 
But It Pays 
The Enka Voice 
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Currents’. Remember that you can always get plenty of free publicity in your plant publication 
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Atas and alack The car 


broke down, and only tour 


pay on che old loan and an added 


¢ repaints, Johnny now 


that which the patient would like 
Conflicts may be on a 
level, within the awareness 0! 

patient, or they may be totally 

conscious and not recognized 

the patient’s conscious mind. In 
either case the patient may not | 
aware of any connection betwee: 
the psychological conflicts and the 
symptoms of which he complains. 

Marital problems, financial 
worry, and dissatisfaction with 
work or occupation exemplify dis- 
turbances of the interrelationship 
between the psyche and the social 
or environmental situation. 

There is a group of symptoms 
which often result from 
standing and unremitting emo- 
tional tension and strain. These 
ure fatigue, “tired all the time”, 
headaches, nervousness, exhaus- 
tion, and insomnia. Other im- 
portant symptoms are so-called 
anxiety symptoms dizziness, 
light-headedness, nervousness, tre- 
mor, rapid heart rate, palpitation, 
numbness in the fingers and toes, 
difficulty in getting a deep breath, 
“buttertlies” in the stomach, o« 
casional nausea and vomiting, etc 

THE MONEY FINDER, Associated 
Credit Bureaus of America. 
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By Stanley Harris 


YOUNG PEOPLE 
will be driving. A 
research report 
prepared in Janu- 
ary of 1953 by the 
American Auto- 
mobile Associa- 
tion indicates 
that at least 6000 
high schools are 
now offering com- 
plete courses in 
driver education including behind 
the wheel practice driving to over 
400,000 students annually at an 
average cost of about $30.00 per 
student. 

RESULTS OF DRIVER TRAINING 
The expense of complete driver 
training courses for high school 
students can only be justified by 
the effect of such a course on the 
individuals’ driving behavior. Care- 
ful analysis, made by the American 
Automobile between 
groups of trained and untrained 
drivers indicates clearly that com- 
plete driver education courses re- 
duced traffic accidents by one half 
and in many cases much more. 


Association, 


Is IT WORTH THE COST? Let’s take 
a look at the facts! 

37,600 men, women and children 
were killed in traffic accidents dur- 
ing 1952. 2,090,000 persons suffered 
bodily injuries from traffic acci- 
dents during 1952. 25% of all these 
accidents were caused by drivers 
under 25 vears of age. 1952’s bitter 
experience marked the 3rd succes- 
sive year in which we lost ground 
in the fight for lives in traffic. 
Without a doubt the American peo- 
ple have been extremely lax, almost 
criminally negligent in preparing 
our sons and daughters with a 
proper knowledge of their responsi- 
bilities in driving a car as well as 
ability to handle it mechanically. 

Automobile accidents are costing 
us over 9 million dollars a day. As 
the automobile plays an _ increas- 
ingly important part in our way of 
life, certainly we must take steps 
to train our youth in its proper use, 


More important however than 
money measurements is the toll of 
the highway in terms of death and 
human suffering. This is the real 
gauge, This is the call for action in 
every community—in your com- 
munity—in your community. Where 
better can we start than with our 
youth, in the development of sound 
driving habits. 


Why Faris Davis Organizes Credit Unions 


We asked Faris Davis of the Arden Employees F.C.U. 
Los Angeles, California, why he organized credit unions 
as a volunteer and a little about how he went about the 


reasons: 


to combat the activities of some loan agencies; to 


help employees conduct their own financial organizations; to help 
set up an organization in a company that makes for better em- 


ployer-employee relations; 


it gives me a great deal of personal 


satisfaction to work with the type of people | meet who would 
be interested in such an organization. 

| make contacts with groups who are in a similar business to 
our sponsoring company or allied industries. When I talk to 
someone from another company I question them as to the num- 
ber of employees the company has, if their employees are steady, 
and if management has a tendency to sponsor employee activi- 
ties. Quite often members of our own credit union will give me 


leads 


é 
r 
e 
| 
job. Here is his answer. 
| AM INTERESTED in organizing other credit unions for four 


In developing leads, I try to contact three or four interested 
employees, who would be willing to go with me to management 
for the purpose of discussing the organization of a credit union. 

Three of the six credit unions that I have organized I had 
worked on for two years or more, in the two years I merely tried 
to leave the impression with the people that I contacted that I 
would be willing to help at any time they saw fit, in no instance 
have | ever tried to force the issue, 


Antidote for Over-Confidence 


NOT LONG AGO | HAPPENED upon a 
plant in a certain town, and draped 
near the main entrance was a ban- 
ner reading: SEVENTY-FIVE 
YEARS ... AND SO WHAT! 

What-in-heck, I thought, this 
firm throws out its chest for reach- 
ing its 75th birthday, and then 
in the same breath— it kicks itself 
all over the lot! 

But the more I thought about 
that statement, the better I liked 
it. Here was a company that con- 
centrated on today and tomorrow, 
and cautiously discounted yester- 
day—even a “yesterday” seventy- 
five years long! They were keenly 
aware of a fact that too many com- 
panies—and individuals—seem to 
ignore: that coasting on past per- 
formance is always a downhill 
coast. 

It’s exactly the same with a safe 
working or driving record. Ten, 
twenty-five, fifty years with a clean 
record means nothing as far as 
today is concerned. It doesn’t lessen 
the mangling power of misused 
tools, the jolt of a fall, the penetra- 
tion of a machine's bite into flesh 
and bone! 

So if you have a good safety 
record behind you, you’ve a right 
to be proud, but keep that thought, 
“So What!” bouncing around in 
your brain. It’s the best antidote 
on the market for deadly over-con- 
fidence. 

And if one of your buddies in- 
sists upon coasting on his safety 
laurels, ask him why he doesn’t 
stop breathing, too. After all, he’s 
been doing it faithfully year after 
year; maybe he’s earned himself 
the right to quit!—“‘SAFELY SPEAK- 
ING’, Employers Mutuals of Wau- 
sau, 


Cooperation, As A Philosophy 
WE MUST REMEMBER that coopera- 
tion signifies a new social philoso- 
phy and a new outlook on life. In 
a world permeated by an atmo- 
sphere of atomic philosophy and 
threatened with atomic bombs and 
total wars, cooperation stands for 
constructive and cooperative en- 
deavour and cohesion of mankind. 
It should be noted, however, that 
though cooperation represents a 
middle way concept between social- 
ism and capitalism, it is not a half- 
way house as is erroneously under- 
stood in some quarters. Coopera- 
tion is essentially a revolutionary 
ideology seeking a radical transfor- 
mation of the present day society 
in the direction of a democratic 
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social order. “Cooperation”, in the 
words of Thomas F. Woodlock, “is 
an outstanding example of order in 
a world with chaos all round it; it 
is a real planned economy; as such, 
it is the very example of a proper 
way to planning.”—RURAL INDIA. 


William E. Dempsey 
New Alabama Managing Director 


WILLIAM DEMPSEY had been asked 
to apply for the position of manager 
with the Tuscaloosa Credit Union 
in 1951 by a director of the credit 
union, The credit union served the 
employees of the Gulf States Paper 
Corporation. After going over some 
credit union information, he 
applied, though it meant moving 
from Pensacola, Florida to Tus- 
caloosa, Alabama. 

There were a number of things 
to surprise Mr. Dempsey. Some of 
the largest depositors were among 
those with the smallest earnings. 
In spite of the advantages of the 
credit union, there were many peo- 
ple who were not making use of it. 
Mr. Dempsey found the editor of 
the employee-magazine very co- 
operative—so with stories about 
the credit union, use of mats of the 
poster-a-month the employees be- 
gan to hear more about the credit 
union. When members came in to 
withdraw money, they learned all 
about Life Savings insurance and 
Loan Protection insurance, and the 
possible advantage of making a 
loan, The company was still plagued 
with garnishments, and with some 
cultivation the company began to 
refer the employees involved to the 
credit union. 

The credit union grew rapidly 
and when the Alabama Credit Un- 
ion League was looking for a man- 
aging director—-a director of the 
league again suggested to Mr. 
Dempsey that he apply for the posi- 
tion. 

Mr. Dempsey was born in Dothan, 
Alabama. He attended public 
schools in numerous places from 
South Carolina to Louisiana. After 
spending two years in the Army, 
he graduated from the University 
of Alabama in 1949. He was pre- 
viously employed by the G.M. and 
O. Railroad, Investors Diversified 
Service, and the S. H. Kress Com- 
pany. 


"“ il 
Mulelore 
THE MULE always knows where he 


is, where he is going, what he is 
doing, and is very successful in 
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attending to his own business. The 
lowly mule, which has played such 
an important part in the very 
building of our great country, is 
of doubtful origin, as legend would 
have it. He cannot boast of any 
royal lineage, but, his life is a sub- 
stantial one, and many ef his char- 
acteristics we can well emulate. 
He is surefooted and stubborn. 
We should all have a certain amount 
of stubbornness about us and plen- 
ty of surefootedness. You cannot 
run or work him to death. Most of 
us stop far short of that. In fact, 
a lot of us stop before we get start- 
ed. If you have ever been on one 
of them, trying to beat a rain to 
town, you can vouch for the fact 
that you cannot run him to death. 
It can become a cussin’ matter. His 
burdens are many, but he goes on 
undismayed, greeting each morning 
with sunshine and music. In gener- 
al, this great beast of burden, who 
has played such an important part 
in the lives of men, deserves the 
right to kick up his heels whenever 
he chooses, and this little preach- 
ment is tenderly dedicated to him. 
Contributed by Ernie C. Moore. 








Paths to Peace and Brotherhood 


A little less impatient with those 
We deem too slow; 

A little less of arrogance because 
Of all we know; 

A little more humility, seeing our 
Worth is slight; 

We are such trivial candles compared 
To stars at night! 

A little more forgiving and swifter 
To be kind; 

A little more desirous the word 
Of praise to find; 

The word of praise to utter and 
Make a heart reoice; 

A little bit more careful to speak 
With gentle voice; 

A little more true eagerness to 
Understand each other; 

A little more real striving to help 
A shipwrecked brother; 

A little more high courage to each 
Task that must be done; 

These be our resolutions 
And God help everyone! 


For credit union gifts 


The Credit Union Little Man is engraved in two colors on this chrome 
finished Zippo lighter. Actual signature may also be engraved on op- 
posite side as shown. 


If you want signature enclose copy on white paper written exactly 
as you want it shown; use black or very dark ink. 


CUNA SUPPLY COOPERATIVE 


Madison 1, Wisconsin 


Hamilton, Ontario 








you would have been glad to ap- 
prove if you had been on the cre- 
dit committee. 

3. The fact that our credit union 








FRE ARE NEW AND TRIED pub 
licitv idea Ideas in the 
mind of the member is the 


first step to his participation in the 
redit union. Credit union under 
standing widens the field of oppor 
tunity and happiness for the pres 
ent and potential member 


rue Crepir UNION BRIDGE sug 
pest 


l that you mark and 
ideas which attract you 


2 that vou adapt them to con 
versation, pay inserts, circulars, 
blotters, posters, and house organs 


that illustrations be repro 
duced by tracing, photo-offset, or 
photo engraving 


j that mats of Idea Exchange 
Features may be purchased for 20c 
each from The Credit Union Bridge 
for printing uses. (See below 


y that each release contains full 
directions as to where and when 
credit union service is available 


Please send copies of all your 
publicity material to The Credit 
Union Bridge. Your participation 
in the Idea Exchange is helpful to 
other credit unions and. sincerely 
appreciated 


MATS AVAILABLI 

Mats, from which cuts for re 
production may be economically 
made, are available for Idea Ex 
change features when so indicated 
beneath the feature. These cost 30 
cents each, Orders should be sent, 
and checks made payable to The 
Credit Union Bridge, Madison 1, 
Wisconsin 


We've Made a Good Start 


SINCE OUR LAST REPORT our credit 
union has been running quietly 
along, keeping up the good work 
of helping the employees of our 
company help each other 


It eom we are succeeding In 


12 


savings are kept so busy meeting 

C2Q the needs of member-borrowers, 

means interest is being earned 

every day which will result in 

eo further’ benefits to our members 

ang when dividends are distributed to 
share holders. 

So, we’ve made a good start, but 
of far more importance than pres- 
ent achievements are the future 
benefits that will come to all of us 

what we set out to do. Just look at if we build a strong, active and 
what we have done so far. permanent credit union. Your sav- 
1. We have encouraged our mem- ings will do the job. 
bers to save more than $4400 in Contributed by the AHLIC Credit Union, San 
about two months. A, Vinee 
2. We have made 26 loans to our 
members, These loans total $3838 How Are We Doing? 
and while only the members of our ie as 
credit committee know the purposes As of February 28, aSes. 
for which they were made, they tell Loan Balance $51,144.42 
us that each one was for a worth Share salance 31,544.24 
while purpose of real benefits to the Total Assets 54,222.45 


borrower, and one which each of an Cae no, 


A New Feature 
of the Idea Exchange 


The Family 
Credit Union Digest 


YOU MAY COPY 
OR REPRODUCE IT 


Reprints May Be Ordered 
for Member Distribution 
in units of 100 at $2 per 100 


The Credit Union Bridge 


P. O. Box 431, Madison, Wisconsin 
P. O. Box 65, Hamilton, Ontario 
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Why A Credit Union? 


TO ENCOURAGE THRIFT and provide 
a safe convenient medium whereby 
members can invest and retain con- 
trol of their savings. To use the 
members surplus to assist another 
member when circumstances re- 
quire it. To eliminate usury and in- 
crease the purchasing power of it’s 
members by enabling them to bor- 
row for provident, productive and 
other beneficial purposes at cost. To 
give it’s members the experience of 
opearting their own business and 
to make evident by practice the 
benefits of co-operation. 


Contributed by Victel Bulletin, Victoria, British 
Columbia 


Charming Manner 


Sadie: “Did you enjoy your ride 
last night with that handsome 
young doctor?” 

Cora: “lll say I did. 
wonderfully charming 
manner.” 


He has a 
roadside 


An Epic of Credit Union Service 


OHN BROWN, his wife Mary, and 
his two children lived quite hap- 
pily in their little cottage in Van- 
couver, British Columbia. They 
were all members of their credit 
union. While it was not a large one, 
it was an active and useful one 

John, in common with many 
others had had his ups and downs 
in a financial way. He was a 
moulder in a large iron foundry 
and, as is common in this industry, 
there were slack periods. During 
one of these periods, John had 
found it necessary to borrow from 
his credit union. 

One bright sunny day, the whole 
family bundled themselves into 
their car and set off for a trip up 
the Fraser Valley. They were en- 
joying the beautiful weather and 
the magnificent scenery, chattering 
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away among themselves with no 
premonition of danger. 


Just after passing over a railway 
bridge, disaster struck. A large car 
driven at high speed from the op- 
posite direction crashed into them. 
Mary and the children were fortu- 
nate; aside from a severe shaking 
up, they were unharmed. Not so 
fortunate was John, When they got 
him to the hospital, they found he 
had suffered a broken back. Follow- 
ing weeks in the hospital, 
weeks at home in a cast, things 
were not so bright for this little 
family. Besides household and med- 
ical expenses, they worried about 
their obligation to the credit union 


Somewhat to their surprise, the 
credit union directors sent a letter 
to this family advising that not 
only would payments be excused but 
that any interest would be waived 
on the loan until such time as John 
was able to return to work. 


This, however, was not enough. 
Without a paycheck coming in, and 
settlement of accident insurance 
likely to be a long-drawn-out affair, 
the little family soon found their 
small savings exhausted. Could the 
credit union lend them another 
$500”? The credit union could and 
did, although this was a little out 
of line. 


In due time, the doctor told John 
he could return to work. Work in 
an iron foundry is a pretty heavy 
job, and after a week, John was 
back in the doctor's hands and the 
verdict was——‘‘No more work of 
that nature. All he would ever be 
able to do again was something 
light, such as selling, or office 
work.” For this John was quite un- 
trained. 


Now the treasurer of the credit 
inion Was a very enterprising per 
son, who really was interested in 





more - 
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serving the membership. She _ re- 
membered that all loans were in- 
sured with Cuna Mutual Insurance 
Society, and also that the contract 
had a total disability clause. One fly 
in the ointment was that $500 had 
been loaned after the accident. 

Our treasurer thought “Well, 
there is nothing to be lost by try 
ing,”’ so she submitted a claim, 
quite honestly pointing out the cir 
cumstances, and that at the time 
the extra $500 loan was granted, 
the doctor's opinion was that John 
would be able to return to work 
within a few months 

Cuna Mutual reviewed the claim 
and asked that the matter be tabled 
for three months and a _ further 
medical certificate submitted after 
that lapse of time, This was done, 
and somewhat to the surprise—-and 
certainly to the gratification—of all, 
the claim was honored in full, and 
John and his family had no more 
worries in that regard. 

This little epic is an illustration 
of the cooperative service that is 
given by our credit union move- 
ment, The treasurer's initiative, the 
board of understanding 
and our insurance society’s ; 
erosity, all fulfilled the motto of the 
movement: Not for profit, not for 
charity, but for service. 


Contributed by FLASH, Vancouver, British Co 
lumbia 


A $179.75 Lesson 
On Buying Automobiles 


THE OTHER DAY a member asked us 
about financing a late model used 
car toward the purchase of which 
he wanted to trade in a pre-war 
model, Assured of the cash for the 
transaction, the member started a 
shopping tour, At the close of the 
day he found a “bargain”. The car 
lot would allow $400 on a trade for 
a top-priced 1950 model 


directors’ 


(almost 





Ou! DEXTER, WHEN YOU COME 
TO "WE PICTURES AND SEE ALL THESE 
LOVELY ROMANTIC THINGS — DON'T 





$200 more than any other used car 
dealer would allow) PROVIDED 
they handled the financing. 

“Good Deal”, thought our mem- 


"Do You... 


DO You... 


 Y 
Give a fellow a lift when his ¥% 
load is heavy? % 


Give him a smile when he is % 
. Ks 
down in the mouth? b/ 


<2 


Give him a word of good : 
cheer when he is having hard ¢ 
sledding? % 

Give him a hand when his % 

% friendships are thin and he ¢ 
seems to stand alone? % 

Give him a boost when he is % 
doing his best, and the odds S 

% are against him? : 

Give him a friendly word of % 

% 
x 


advise when he is headed 

wrong, or running with the 
% wrong crowd? ¥% 
e Give him a chance to make x 
x good when his efforts at suc- $ 
x cess have gone wrong? % 
s Give him the feeling that % 
% you are his friend in all % 
x weathers? % 
3% WHY NOT? x 
% Contributed by Enka Voice 4s 
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ber as he made haste to sign the 
sale contract, “now I’ve made $200.” 

Four days later he got a notice 
from the finance company that he 


HOW WE USED 
TO GET IN FOR 
S/XPENCE / 


was to make 24 monthly payments 
of $65.83. His arithmetic showed 
he was to pay $1580.50 for his car, 
insurance and “carrying charges.” 

“Stop the music” shouted our 
member as he grabbed the phone to 
cancel the order. Too late? The 
transaction was completed, the used 
car dealer had his money and the 
finance company would not budge. 
Later, the “sadder but wiser” mem- 
ber ruefully remarked “instead of 
saving $200, I lost that much plus 
$179.75”. 

Contributed my Peoples Credit Union Home 
News, North Miami, Florida. 


The Money’s Waiting For You. 


so go right ahead and plan that 
vacation of your dreams. You may 
not be able to take a trip around 
the world, but you can easily fi 
nance a few weeks at the seashore, 
a motor trip to the Rockies, or some 
lazy days in a hammock at your 
favorite summer resort. You owe 
vourself a vacation. If your bank 
balance is low, see your credit un- 
ion. 


Contributed by the CHA Employees 
Credit Union, Chicago, Illinois 


Wise Men Say 


IN NOTHING do men approach so 
nearly to the gods as in doing good 
to men.—Cicero. 

If you are too busy to be cour- 
teous, you are too busy.—THE 
Unico Reporter, Alliance, Olio. 


Federal 








Health Facts 


GAMMA GLOBULIN is a human blood 
derivative which has been used for 
some time to fight measles and the 
liver disorder known as hepatitis. 
Public attention became sharply 
focused upon it last summer when 
experiments indicated it also has 
value in preventing paralysis due 
to poliomyelitis. 

Because of this, it will un- 
doubtedly be widely prescribed next 
summer in polio epidemic areas, 
and the demand for it is expected 
to outstrip the supply. The situa- 
tion can be greatly improved if 
many able-bodied people between 


the ages of 21 and 59 will donate 
blood to the Red Cross to be 
processed before next summer ar- 
rives. 

Health News, State Medical Society of Wiscon 
sin, Madison, Wisconsin 


. 
Reminder 

A MAN who does a little more work 
than he’s asked to, who takes a little 
more care than he’s expected to, 
who puts the small details on an 
equal footing with the important 
ones—he'’s the man who is going to 
make a success of his job. Each 
little thing done better is the thin 
end of the wedge into something 
bigger. 

Contributed by Sunshine Magazine 
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Vacation Club For 1954 


THE VACATION CLUB for 1954 opens 
July 1, 1953. The club runs for 50 
weeks. $1, $2, and $5 classes per 
week. 

Your credit union hopes you've 
got enough cash to swing a fine 
vacation, but if you haven’t, come 
see us. 


Contributed by the Camden Postal Credit Union 
Bulletin, Camden, New Jersey 


After Death, The Mortgage 


So! You have bought a home on 
the installment plan. The down pay- 
ment has put an awful dent in your 
bankroll. The payments will keep 
your nose to the grindstone for a 
long time. 

What will happen if you die? Did 
you make a will? Will your wife 
have possession of the property 
with a minimum amount of red 
tape? 

You say you haven't made a will 
vet, but of course you are going to. 
Yes, but when? After you are dead 
it will be too late. Many a widow 
has had the anxiety of legal prob- 
lems added to her grief. You owe 
it to her to protect her from this. 
Make a will. 

Now about the mortgage. When 
you are dead, will your wife still 
have to meet those payments, as 
well as keep the home going’? What 
can you do about it? 

Well, our own insurance associa- 
tion (Cuna Mutual Insurance Socie- 
ty) can provide you with a policy 
known as HOME PROTECTION, 
or Single Premium Decreasing 
Term Policy. If you die, this policy 
will pay off your mortgage, and 
your wife will have clear title to 
your home. 

Remember, you owe your family 
this protection. Your credit union 
will gladly lend you the money to 
pay the premium, but do it now. 
Tomorrow may be too late, both for 
the insurance and your will. 


Contributed ky the Nepro Credit Union, Van 
ccuver, British Columbia 


Keep Your Credit Good 


PERSONAL CREDIT is one of your 
most valuable assets, as well as the 
lifeblood of modern business. Even 
though you try to operate strictly 
on a cash basis, you use your cre- 
dit every day, and use it so auto- 
matically that you hardly realize 
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it. The paper boy and the milk man 
would find it almost impossible to do 
business with you if they had to 
stop and collect every day. Your 
gas, electric, telephone and water 
bills would be ruinous if paid daily, 
besides. keeping you at home wait- 
ing for the collector. Even your de- 
partment store charge account can 
save you money if properly used to 
take advantage of sales and to keep 
a record of purchases. 

Besides the normal, everyday 
uses of personal credit, almost 
every family is faced at some time 
with the necessity of obtaining a 
major loan. Usually it will be for 
some purpose such as buying a car, 
a home or some expensive home 
equipment. These purchases can be 
timed and made with sufficient 
down payment so that monthly pay- 
ments will not become burdensome. 
And remember, the credit union is 
where you get the most service and 
the cheapest loan. 

There are occasions when you 
may have to use your credit to the 
limit to see you through a real 
emergency. It is important, then, 
to keep your personal credit above 
question so that you can raise funds 
when needed. Financial losses can 
often be averted and serious situa- 
tions handled smoothly by the wise 
use of credit in time of emergency. 

Start building up your credit un- 


ion share account today so that in 
case of emergency you will! have 
a cash reserve. When cash reserves 
are not sufficient, you may always 
rely on the credit union’s quick loan 
service if your credit rating is 
good. 


Revised from @ bulletin published by the RRB 
Federal Credit Union, Chicago, Illinois 


i'm tired in the morn 


Not Too TIRED though to send you 
this reminder that your credit un- 
ion is here to serve you. 

Do you have loans with other or- 
ganizations, installment payments 
to meet on merchandise, automobile 
loans, or other types of personal 
financing? If so you are probably 
paying more in interest than what 
a similar loan from your credit un- 
ion would cost. 

Why not stop down and discuss 
your financial picture and how your 
credit union can improve its ap- 
pearance. 

Contributed by the CUNA Credit Union, Madi 


son, Wisconsin 
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July Poster 


For cut of the July poster in CUNA Sup 
ply Cooperatives Poster-a-month subscrip 
tion service, see page 14. Mats of the cut 


are available, see page 12, column 1 
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DOW? LET UNPAID BUS 'St1P.UP" ON yay! >? 


Usit Your 
Friendly CREDIT 
UNION 


Contributed by ALFI NEWS, Bloomington, III 








Amazingly Low Cost 
To: CUNA 
SOCIETY 
| took out this policy of $2,500 
renewable term six or seven years 
ago on my own initiative and never 
cease to advertise to my friends 
both the availability of this type 
of insurance and the low cost at 
the quoted rates, and the amazingly 
low cost in the light of the dividends 
running up to $5.58 this year on a 
premium of only $24.88.—Guy Hen- 
son of Nova Scotia 


MUTUAL INSURANCE 


Let's Not Get Biggety 
FroM: THE VIRGINIAN 

We should be constantly selling 
our members on the many benefits 
to be derived from doing business 
with the credit union, therefore, 
we should ever be alert to meeting 
their needs by making ourselves 
available when they need us. 

I recall the credit union movie 
“John Doe's Bank” in which the 
treasurer of a credit union is called 
out of his bed in the wee hours of 
the morning to go to a hospital to 
assist a member in distress, This 
is merely an example of the great 
responsibility, which is ours, and 
if we are interested in making the 
credit union serve its true purpose 
then we will consider such emer- 
gencies a privilege instead of a 
burden, To serve vour fellowman 
in his hour of need is truly a privi 
leye. | know of instances where cre- 
dit union members have been ad- 
vised that loans and share with 
drawals would not be made except 
during certain hours on one par- 
ticular day each week, but in such 
instances where the need of the 
money could be considered an emer- 
yency, it could be done on the job 
with permission of management. | 
know too that credit union mem 
bers have been advised by their 
treasurer that they were not to be 
bothered with credit union busi- 
ness under any circumstances dur- 
ing his regular working hours, yet 
at the same time, no time or place 
was suggested whereby the member 
in need of a loan could contact the 
treasurer other than during some 


short business hours. I have also 
known of instances where credit 
union treasurers were actually im- 
pudent to members when they came 
in to do business with the credit 
union. Friends, these people, these 
credit union members, whether they 
be big shareholders or just poor 
fellows who need a loan, are cer- 
tainly entitled to kind, courteous, 
and considerate treatment from 
those of us who are morally com- 
mitted to help them with their 
problems. 

The more loans and share with- 
drawals that we can arrange to take 
care of during regular business 
hours, so much the better for us, 
but let us not say that this service 
will not be rendered at other times 
when there is actual need of it. If 
we don’t wait on them, then they 
are going some place else, probably 
to a loan shark, and surely we don't 
want that to happen to anyone in 
our group. To quote the “Grand- 
father” of the credit union move- 
ment, the Honorable Roy F. Ber- 
gengren. “NOW THAT WE HAVE 
GROWN BIG, LET US NOT GET 
BIGGETY.” We are the servants 
of our people, and not their masters, 
so | appeal to all credit union 
treasurers and employees, let’s do 
unto them as we would have them 
do unto us.—by Curtis L. Shackel- 
ford, President, Virginia Credit 
Union League 


Why Promote Thrift? 


From: W. W. 
VANIA 

The 1952 Survey of Consumer 
Financing stated the following facts 
on average workers’ liquid savings. 
The computation of these savings 
included accounts in banks, postal 
savings, saving and loan accounts, 
credit unions and all types of U. S. 
Bonds. Cash on hand was excluded. 


Unskilled Skilled & Clerical 
& Services Semi-Skilled and Sales 


18% 
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$1 » 499 
00 to 1,999 
2,000 to 4,999 4% 
1,000 & over 1% ; 3% ; %e 
The average credit union share 
account is less than $200.00. 
Does your credit union actually 


promote regular savings, particu- 


larly by borrowers as they repay 
their loan? 

If every credit union member 
saved only a quarter a week it 
would amount to over $62,500,000 a 
year. A dollar a week would more 
than double the entire assets within 
a year. 


Full Compensation 
To: Crepir UNION NATIONAL AsS- 
SOCIATION 

The great pleasure received from 
my limited organizational activities 
during the past year was more than 
ample compensation for the effort 
expanded. A prize or award of any 
kind would fall far behind the re- 
ward of being able to continue to 
work with the organizations which 
! was instrumental in conceiving. 
To observe the good which a credit 
union can do for the workingman 
being made available to others is 
among lifes richest rewards. 

I have made the addition of a 
second organization to the enclosed 
list which comples it with a total of 
two. 

By virtue of office, that of vice 
president of the Richmond Chapter, 
I am chairman of our Expansion 
Committee which position I hope 
will spur me to greater effort dur- 
ing the coming year. Any assistance 
your office can render will be great- 
ly appreciated. 

Please enter my name in the 1953 
contest.—D. J. Kennedy, Associated 
Greyhound Employees Federal Cre- 
dit Union, Richmond 21, Virginia. 


Good Annual Report 
To: CUNA MUTUAL INSURANCE So- 
CIETY 

I received in the mail this morn- 
ing the “In and Out” explanation of 
the 1951 annual report of CUNA 
Mutual. 

As a policyholder | was thrilled to 
receive this report. I consider it a 
graphic illustration of democracy 
in action, precisely the same as we 
see it operate in our own credit un- 
ions. | personally am happy and en- 
couraged to know that my invest- 
ment in CUNA Mutual, to protect 
my wife and kiddies, is so worth- 
while and so well managed. My note 
of thanks goes to you and the 
soard., 

Without a doubt, our insurance 
company is an organization so wor- 
thy of admiration and advertise- 
ment, that no large body of selling 
personnel is necessary to enable it 
to forge ahead. The report I re- 
ceived today is proof of the fact 
that the company is credit union 
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owned and controlled, and the facts 
laid down in it I venture to say are 
comprehensive by almost any man 
or woman. 

I owe the privilege of being a 
CUNA policyholder, in a sense, to 
Herb Dixon our treasurer-manager 
who patiently but determinedly ed- 
ucated me to CUNA Insurance. I 
am morally obliged to bring this 
same happy privilege to other cre- 
dit union people. —Marshall Gray, 
Port Arthur Shipyards Employees 
Credit Union, Limited. 


Excellent Commendation 


To: THE CREDIT UNION BRIDGE 

At the Windsor meeting of the 
Ontario League, opportunities, like 
all other meetings to discuss credit 
unions with other folks, are numer- 
ous. 

I had lunch with Mr. Sydney 
Keeton, President, and Mr. Art 
Button, a director of the P. & G. 
Employees Credit Union at Hamil- 
ton, 

| was amused, therefore, in dis- 
cussing with these two delegates, 
the loan policies and their liberality 
as the board of directors recog- 
nized them. In the discussion it 
came out that they had one mem- 
ber who continually came back for 
additional loans, and was somewhat 
of a worry to the credit committee, 
although they had always granted 
his request in the amount applied 
for. This had gone on for some 
time, and the member had paid back 
and borrowed again, and was final- 
ly getting himself out of difficulties 
when further disaster struck him, 
and he approached the credit com- 
mittee again for a loan, and it was 
approved and the cheque issued. 

The member felt so good about 
this situation that he approached 
the president, requesting informa- 
tion as to just what he had to do in 
order that the credit committee 
would turn down an application for 
a loan. 

This seemed to me an excellent 
commendation for any credit un- 
ion, and I simply pass it on.—C. G. 
Smith, CUNA Canadian Office. 


Auto Accident 


DEAR SIR: 

We are both very happy to send 
a line to thank you all for your 
kindness. It was a blessing in our 
time of need. 

If, at any time I can say or do 
anything to help you I would be 
only too happy.—Mr. and Mrs. J. 
D., Hamilton, Ontario. 

The attached letter and card have 
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been received from a member of 
the Stelco Employees (Hamilton 
Works) Credit Union Ltd., dis- 
abled as a result of an auto acci- 
dent. 

He owed his credit union 
2,957.80 on a personal and a mort- 
gage loan. 

This claim has been paid in the 
above amount. 


Constructive Criticism 


To: THE EDITOR 
Our latest credit union page is 
enclosed. As you may know, this 


page is furnished monthly to the 
Letter Carriers and Clerks in this 
post office, for publication in their 
monthly papers. Through the co- 
operation of the officials of the 
Postal Transportation System, a 
copy is furnished each of their em- 
ployees. (They have no local pub- 
lication). 


We have just re-subscribed to the 
Bridge for all our officers and key- 
men, a total of 52 subscriptions, for 
we feel that it makes better credit 
union people of them to have the 
information in Bridge available to 





COIN TRAYS 


THE COIN SCOOP COMPANY 
21 GUILFORD AVENUE 
BALTIMORE 2, MARYLAND 
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Order as many as you like - - 
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WE BETCHA YOU'RE A MONEY MESSER - - - 
EVEN IF YOU ARE AMBIDEXTROUS ! ! 


QUIT TUMBLING AND FUMBLING YOUR COIN 


- - Stack ‘em, QUICKLY in the JIFFY WRAP COIN SCOOP! 
Slip on a Tubular Coin Wrapper, fold the ends and PRESTO!—your coins 


are neatly and securely wrapped in one third of the time. 


One of the greatest time savers ever devised for any one who handles 


coin. Get yours today and rid yourself of the age-old nuisance of coin 


the cost is only $2.00 post paid with 
simple instructions and a liberal supply of 100 Tubular Coin Wrappers 


You'll thank us because you will be satisfied - - your small investment 


will pay you big TIME dividends and save you a heck of a lot of patience. 


THE COIN SCOOP COMPANY 


SO - - - 


Sincerely, 














them. However, | am personally 
-disappointed in that some of the 
features that were the most valu- 
able are appearing less frequently, 
or are being dropped altogether. 

About ten years ago, Bridge ran 
a series of questions each January, 
by which credit unions could rate 
themselves as to how good they 
were, As a member of the Super 
visory Committee at that time, | 
rated our credit union and found 
that we rated very poorly. | called 
it to the attention of our Board, 
and while they happy 
about our showing, we set out to do 
something about it, and in the past 
seven years we have grown in many 
ways many times greater than we 
had in the eighteen years before. 
| still hope to see that feature re- 
stored to Bridge. 

Another feature | have always 
felt was one of the best in Bridge 
was the “What About It?” column, 
but lately it has appeared less and 
less often until [ have begun to 
wonder if it has been dropped al- 
tovether, Have credit 
stopped asking questions? ° 

The above criticisms are offered 
in an attempt to be constructive, 
feeling that you want Bridge to do 
what credit union people want it 
to, and that the only way you will 
know what they want is for them 
to tell you.Wayne S. Steward, 
Secretary-Treasurer, Portland 
Postal Employees Credit Union, 
Portland, Oregon 


were not 


unions 


He Wants Bridge 

To: THE Epitor 

It has suddenly dawned upon me 
that I have not received a copy of 
‘The Credit Union Bridge’ since 
November of last year! | know your 
first reaction will be ‘This fellow 
cannot make much use of it if it 
takes him that length of time to 
realize he is not getting his copy. 
To be honest with you | always 
read it right through from cover 
to cover the day it arrives and then 
put it away for future reference! 
Will you kindly put -me on your 
mailing list and send me _ back 
copies from last 


sive, 


December inclu- 


Also, as soon as they are avail 
able will you mail me the bound 
copies for the year 1952, I have 
them bound for all the years from 
1943 onward and | find them most 
useful not only for answering every 
day problems but for when | am 
called upon to give talks prior to 
organizing new credit unions. 
Kenneth R. Tench, Director, On- 
tario Credit Union League. 


Danger in High Dividends 
FrRoM: District OF COLUMBIA 
LEAGUE COUNSELOR 

Does your credit union pay a 4% 
to 6% dividend on savings? If so, 
you are making the credit union 
movement an investment project in- 
stead of preserving its ideal of mu- 
tual help and service to all mem- 
bers. To pay these rates to present 
shareholders are you limiting your 
members to savings as low as $10 
a month or $120 a year’? Are you, 
now that you have so limited de- 
posits, paying those high rates to 
a chosen few who were able to save 
before share deposits were limited? 
If so, doesn’t this make the credit 
union a cozy little “loan shark” with 
the benefits going only to a few big 
shareholders while other members 
cannot even deposit their savings 
in their own credit union? 

The following breakdown shows 
how the dividend money was dis- 
tributed in a credit union having 
1138 members and paying 3!.% 
dividend. 

1 members received $100 

over 

19 members received $50 to $99.99 
140 members received $10 to $49.99 
156 members received $1.00 to 

$9.99 
518 members received less than 
$1.00 

Do these figures indicate that it 
is worthwhile for a Board of Direc- 
tors to work all year for a higher 
dividend when another '4% to 
2%‘, would only mean a very few 
cents to by far the greater number 
of members, 

An occasional examination of our 
motives is often a good thing. Pre- 
sumably, the persons elected to the 
Board of Directors and Committees 
are elected because the members 
feel that these persons have the 
qualities needed to manage the cre- 
dit union for the greater good of 
all its members. The credit union 
movement was founded NOT for 
profit—-NOT for charity—-but, for 
SERVICE. The credit union ana- 
lyzed above paid 3'.2°. dividend, 
provided Loan Protection Insurance 
and Life Savings Insurance for its 
members. Since it is also a member 
of the League, the Directors have 
the added satisfaction of knowing 
that this credit union is carrying 
its fair share of the national and 
local cost of the organized credit 
union movement-—the cost of pro- 
motional and protective legislation ; 
the cost of the various studies need- 
ed now and hereafter for the solu- 
tion of the many problems that 
confront a growing and vital or- 


and 


ganization if it is to stay vital and 
not fall into decay. History has 
proved many times over that more 
good movements have died of “de- 
cay from within” than of “‘persecu- 
tion from without.” That is one of 
our most pressing reasons for hav- 
ing the Credit Union National As- 
sociation and the Leagues—-to keep 
the credit union movement steady 
in its aims and ideals rather than 
have us all break off into 12,000 
little impotent financial institutions. 
We know that the very biggest cre- 
dit union alone is powerless to pro- 
vide the promotion, protection and 
constant revitalization needed to 
keep us in existence and to help us 
keep before ourselves-—collectively 
and individually—a truly vital con- 
cept of a credit union as envisioned 
by our founding fathers. Paying 
high dividends was NOT one of the 
visions of those founding fathers. 
They saw us “teaching people how 
to help themselves” in all of our 
credit unions. Surely, isolation from 
the organized movement, refusal to 
provide the best and broadest serv- 
ices for all, while working for the 
fleeting compliments of the few for 
high dividends, do not constitute 
a sufficient, and certainly not a 
worthy, reason for giving up the 
truly high ideals of the credit un- 
ion movement.—Couwnselor, District 
of Columbia Credit Union League, 
Washington, D. C. 


Credit Union Day Appraised 


FROM: MICHIGAN CREDIT 
LEAGUE CONTACT 

Now that the celebration is over 
and the last hurrah has died away 

so what! Worth it? Everyone 
says so with a loud, Amen. Members 
have been stirred, new people have 
joined and the community as a 
whole has heard more about credit 
unions. One question remains. What 
have we learned that would help us 
do a still better job next year? 
See if you agree: 

We need to reach farther out 
out beyond our own credit union 
circles. We need to make a greater 
impact on the opinion makers and 
general community. Credit Union 
Day is meant to spring board us 
into this area and there was not 
enough activity on this front. What 
would help? 

More newspaper ads; credit un- 
ions in the same area could team up 
to keep costs low. More news items 
in the local press. Not enough called 
on their editors to establish con- 
tact. More radio programs. Credit 
unions can join to buy time where 
it cannot be obtained without cost. 


UNION 
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Extra Dividends for Your Credit Union 


en ae wre 


a 


The low-cost Burroughs Sensimatic account- 
ing machine brings the speed and accuracy 
of mechanized accounting within the reach 
of every Credit Union. 


The Sensimatic is amazingly easy to use. It 
so simplifies accounting and balancing that 
even inexperienced people can handle the 
work. And it is so versatile that its advans 
tages apply to any Credit Union accounting 
plan being used today. 


for is 
CHECK THESE SENSIMATIC ADVANTAGES— . the / 


first time 
Speeds posting of member accounts. The Sensimatic 
does most of the work automatically —thanks to the exclusive 
sensing panel that directs every figuring operation and carriage st speed ang 
movement. Forms need be inserted only once. Needed figures efficiency 
are visible at all times. Computation of amounts and posting of Mm credit union accounting 
related forms, such as passbook and ledger, are simultaneous. 


low co 


Reduces operating costs. By increasing production, reducing : ee 
errors, and eliminating month-end overtime, the Sensimatic - matic Neceuation Wecting 
saves many hours of work. And the Sensimatic is so versatile _ 

that it can serve as a high-speed duplex adding and subtracting 
machine, too. With only one machine you can do every figuring 
and accounting job you may encounter. 


It will pay you to learn 
more about the new and 
better ways of Credit Union 
accounting and the neu 


: P _— Burroughs Sensimati 
Easy to buy, install, and maintain. The Sensimatic is the accounting machine. Fill 


lowest priced complete accounting machine you can buy. It takes out and mail the handy 
little space, and is superbly built to give you years of service. coupon today. 


BURROUGHS ADDING MACHINE COMPANY, DETROIT 32, MICHIGAN 
Please send me a copy of the booklet, “For the First Time —Low-Cost Speed and 
Efficiency in Credit Union Accounting.” 

Name 

Address 

City Zone State 


Credit Union 


4 
WHEREVER THERE'S BUSINESS THERE'S Burroughs 
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Special letters should be sent to 
ministers, priests, public officials, 
officers of fraternal organizations, 
social workers and other key com- 
munity people. The goal is to see 
that everyone in the community 
hears about credit unions in a fa- 
vorable light 

We need to reach farther down 
farther down to our members, It is 
not enough to get the officers and 
committee people together. We 
must see that the rank and file 
member is also involved in Credit 
Union Day activities. He should 
_participate and thereby gain new 
enthusiasm and interest within his 
own credit union, How can this be 
done? 

Several suggestions have been 
made: (1) Instead of having just 
a chapter-wide dinner and program, 
each credit union should be encour- 
aged to hold a dinner or some type 
of celebration for its own members. 
(2) This might be the best time of 
the year to plan a membership cam- 
paign starting perhaps the middle 
of September and ending up with 
a big shindig during Credit Union 
Week.-Contact, Michigan Credit 
C'nion League, Detroit, Michigan 


Loan Shark 
Or Credit Union? 


CNS—-THE AVERAGE WORKING 
man owes more than seven different 
debts 

Forty-nine per cent of all the 








it’s a Wonder! 


It's a wonder, the way your savings 


add up, when you keep your Credit 
Union Calendar Bank up to date. It's 
painless. It’s fun. It'll mean a lot to 
you. 

Order your calendar bank today, 
from your league supply department 
or from 


CUNA Supply Cooperative 
Medison 1, Wis. Hamilton, Ontario 


20 


clients of small-loan companies are 
industrial workers. 

The average borrower from a 
loan company earns $54 a week and 
is so deeply in debt, seven per cent 
of his income these days goes just 
to pay off debts. 

Even in plants that have credit 
unions, most of the workers who 
need cash still borrow from small- 
loan companies. 

These are some of the facts I re- 
cently learned indicating wage- 
earners are still borrowing heavily 
from loan companies despite the 


fact that in many cases low-cost 
loans are available to them from 
their own credit unions, and from 
regular commercial banks. 

Many workers today are paying 
loan-company interest rates of 24 
to 36 per cent a year, when fre- 
quently they can borrow that money 
for seven to 12 per cent, and in 
many cases, it is unnecessary for 
them to borrow at all. 

Or even worse, they borrow from 
unlicensed loan sharks and salary 
buyers who hang around the fac- 
tories and docks, at rates of as 
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Defects in E-Bond Program 
Pointed Up by Loan Racket 


By J. A. Livingston 


DIILADELPHIA, Jan. 6.—There was an argument. Gesticula 
tions. Threats. Two policemen, passing by, decided to find 
out what was what. What they found out might have happened 
anywhere in the United States where the Federal Government 
sells savings bonds. It shows ee ee 
what men will do for money. It}, 
points up defects in Uncle Sam's |ing that there may be money! 
E bond program. due them. When the owner of 
The official ax jthe bond arrives, there are 
police record ¥ usually 10 to 12 other bond 
reads that! owners to whom Polis has made 
Murray Polis, loans. Polis then asks them all 
56. a real es- to produce identification cards 
tate operator showing where they are em- 
in Philadel- 
aes = 1S 
charged with 
violating the 
Pennsylvania 
Small Loan 
Act. He is 
accused of 
lending $7.50 : | FOLLOWING THAT, Polis| 
for 60 days and collecting $10.25 would give each borrower $1 as 
as interest. As security, he the balance due. All told, the 
held $25-E bonds, cashable for | worker netted $8.50 on his own 
$18.75. The interest charge $1875; the lender, $10.25. The 
works out to more than 800 per- worker paid in his money first 
cent. and then paid interest to bor- 
| The police reports says: Polis} row his own money. It’s surpris-| 
'made a loan of $7.50. He had| ing, incidentally, that the bank 
the owner of the E bond sign on; which cashed the bonds didn’t 
the back requesting the bondi realize what was happening. 
be cashed. He then charges; The borrowers were all wage 
$2.50 interest on the loan for earners. They bought their E 
the first week, and $1.25 interest ponds under the payroll sav-| 
‘for each following week until jngs plan. Each week money| 
{the full amount of the bond would be takea out of their pay 
($18.75) is absorbed by the in- envelopes, and at the end of the 








b 


# \ployed. Polis then takes all the 

| bond holders to the Broad 
i! Street Trust Co., produces the} 
| bonds with each identification | 
, card, and has them stamped and 
‘certified for payment by the| 
teller in the bank.” 

ow 


Livingston 


terest. month they’d get a nonnegoti- 
“Polis then sends postal cards able $25 certificate which they 
to the owners of the bonds stat- found a way to negotiate. | 





The above item appeared in the Washington (D. C.) Post on January 6, 1953. Al 
though we don’t feel as strongly about the E-Bond Program as does Mr. Livingston, 
we think the story speaks for itself 
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Greatest 
* 
Saving 


in time and money 
has resulted... “ 
... it will pay YOU to use 


the Underwood Sundstrand 
Accounting Method, too! 





Underwood 
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Accounting Machines . 
Typewriters... Carbon Paper ... Ribbons 
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Toronto 1, Canada 
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Sales and Service Everywhere 
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Another Credit Union gives credit 
to the Underwood Sundstrand Ac 
counting Machine and Method 


... for saving time! 
... for saving money! 

.for fast, accurate, s-m-o-o-t-h 
work... pleasant working con- 
ditions. 

Underwood Sundstrand Accounting 

Machines are especially designed 
for Credit Union Accounting. 


Underwood Corporation 


B, Cretors, 


Treasurer 


Highly automatic, they provide 
complete simplicity and speed of 
operation that helps finish work in 


minutes ... not hours 


The convenient, touch-operated 10 
key keyboard ...so easy to learn 
cuts fatigue and, therefore, errors 


Mail the coupon now for your free 
copy of ‘‘Underwood Sundstrand Ac 
counting Approved Forms and Post 
ing Procedures for Credit Unions.” 


BM.-6-53 


One Park Avenue, New York 16, N. Y¥ 


The Origine! 
Touch Methed 
Keyboard 


Name 
Company 
Street 


City 


Please send me booklet on Credit Union Accounting 


Title 


State 











much as 520 per cent a year! 
There's been a resuryvence of this 
racket recently, as indicated by in 
vestivations in New York. There, 
the district attorney found long- 
horemen paying interest rates of 


ten per cent a week to loan sharks. 
Here's the 


when you 


difference in cost 
borrow from various 
ources 

If you borrow $100 from a cre- 
dit union or a commercial bank, 
you'll pay back $103.50 to $106 

If you borrow $100 from a loan 
company, you'll pay back 
$115, more in some states 

If you 
licensed 


about 


borrow it from an un- 
loan shark who charges 
the rates those longshoremen paid, 
you'll pay back $360, assuming you 
were meanwhile paying off the 
original $100 in 12 monthly install- 
ments 

Actually, the leading reason why 
people borrow these days is for 
consolidation and payment of other 
debts. That has displaced medical 
bills as No, 1 cause for borrowing 
Thirty-nine per cent of the loans 
made by loan companies are to con- 
solidate debts 

In their loan 
companies themselves encourage 
people to do this, But it’s costl and 
often unnecessary 


advertising, the 


The way to pay 
off past-due debts is to go to the 
people you owe 
installment 
panies, ete 


doctors, dentists, 
merchants, fuel com- 
and arrange with each 


one to pay off a little each week or 
month. As long as your payments 
are steady, even if small, you'll find 
your debtors generally willing to 
enter such an arrangement. But if 
you have to pay extra to Peter to 
get the money to pay Paul, then 
you're deeper in debt than ever, and 
will find it increasingly harder to 
yet out. 

The shocking fact is that a ma- 
jority of workers in places with 
credit unions do not use them. The 
‘oan companies believe people come 
to them instead, because for one 
reason, workers are afraid fellow 
employees will learn they are in 
debt and will look down on them 
for it. 


Added Security for Military 


OCIAL SECURTY wage credits for 
persons who have served in 
the military service since Sep- 

tember 16, 1940, and continuing un- 
til the end of 1953, were provided 
by the recent amendments to the 
Social Security Act. This applies to 
all branches of the service regard- 
less of where the service is being, 
or may have been performed, says 
Sydney S. Miller, manager of the 
Madison social security office. 

The new law provides for wage 
credits of $160 a month for every 
month of service. Until the enact- 
ment of the new amendments so- 
cial security coverage was possible 
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lated. 


Price $4.00. 





Now Available 
1952 Bound Volumes 


of 


The Credit Union Bridge 


A reference guide for operating plans and practices, and 


Committees responsible for annual meetings, membership 
drives, member publicity, to increase the shares or the loans — 


will find more helpful ideas as these yearly volumes are accumu- 


The Credit Union Bridge 
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only for the period from the begin- 
ning of World War II (September 
16, 1940) until its ending on July 
24, 1947. Under the new law all 
persons who have served, or are 
serving, in the military forces will 
be given credits for each month of 
active service from the 1947 date 
until December 31, 1953. 

An extremely important phase 
of the new amendments is that 
some servicemen may be insured 
even though they never have 
worked in private employment. 
The military coverage is expected 
to be sufficient to provide an in- 
sured status for many of them. A 
large number of young men have 
gone into the service fresh out of 
school or college, or had worked 
in employment not covered by the 
law before 1950. 

Survivors of servicemen who 
died since July 24, 1947, may be 
entitled to monthly benefits on the 
basis of the new social security 
credits given for such service. 
Lump-sum death payments, to- 
gether with monthly benefits, may 
be given to survivors of those who 
die after the new amendments go 
into effect on September 1, of this 
year. 

The wage credits will be auto- 
matically given at the time claim 
is filed. 








A PRICELESS MESSAGE FOR A FEW 
CENTS. This special credit union edi- 
tion of a long popular story (CUNA 
Pamphlet Ed. 69) is now available 
through your credit union league or. . . 


CUNA Supply Cooperative 


Madison 1, Wisconsin Hamilton, Ontario 
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BUILD 


Your Credit Union Automobile Financing Service 
EASILY °¢ QUICKLY ¢ SAFELY 


With the help of the CUNA Automobile Insurance Pro- 
gram “tailored” especially to meet credit union needs. 


— ALL COVERAGES immediately available 
— — AUTOMATIC LOSS PAYABLE CLAUSE means 


fast loan service to the member- 
security for the credit union. 


—— NATION WIDE CLAIM SERVICE with 
assurance of fair claim settlements. 


—— POSITIVE FOLLOW UP ON RENEWALS by 


the carrier with the credit union. 


—— THE PREMIUM can easily be included 


in a credit union loan. 


Write now for complete information 


CUNA Automobile Insurance 


Program 


P. O. Box 431, Madison, Wisconsin 
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FACTS ABOUT 
EXTRA-ORDINARY LIFE 
INSURANCE 


The Extra-Ordinary plan is a way of 

using Ordinary Life insurance that gives 

you all the benefits of paid-up insurance, 

or an endowment, plus extra insurance 

protection while you’re paying premiums 
at less cost to you! 


HOW IT WORKS: All Ordinary Life insur- 
ance accumulates cash value. This cash 
value can be used after say, 20 years, to 
buy a paid-up policy which would give 
you $1,000 paid-up insurance for life, or 
can be withdrawn in cash as an endow- 
ment. You buy the amount of ordinary 
life insurance at your age, that will, 20 
years from now, be worth enough cash 
to buy the paid-up insurance, or will 
have a cash value equal to the size en- 
dowment you want. 


FOR PAID-UP INSURANCE: Say you want a 
$1,000 policy, paid-up for life in 20 
years. At‘age 35 you'd buy $1,776 worth 
of Ordinary Life insurance. For twenty 
years you pay your annual premium of 
$37.60. All during those years your fam 
ily has the protection o: $1,776 insur- 
ance. At the end of 20 years, you stop 
paying premiums, and have $1,000 paid- 
up for life. (The usual 20 pay life policy 
costs more, and never gives more than 
$1,000 insurance protection.) 


FOR ENDOWMENT: Say you want $1,000 en- 
dowment in 20 years. At age 35 you 
would buy $2,829 worth of Ordinary Life 
from CUNA Mutual, for an annual pre- 
mium of $59.89. This policy has a cash 
value of $1,000 in 20 years, but during 
those 20 years, you had almost three 
times as much—$2,829—insurance pro- 
tection for your family!—and the cost 
is only slightly above the cost of the 
usual $1,000 endowment policy which 
never gives more than $1,000 protection 


OTHER PLANS: Rates and amounts of in- 
surance to buy if you want paid-up insur 
ance or cash in 30 years; at age 60, or at 
age 65 are also available. No obligation 


DIVIDENDS: You get good dividends on 
your policy which make the cost still 
lower! 


DISABILITY PREMIUM WAIVER: For a very 
small extra premium you can get Disabil- 
ity Premium Waiver. That means you ™ 
wouldn’t have to pay any more premiums no worries 
in case you became totally and perma- 
nently disabled but your insurance would 
remain in force for the rest of your life 


GET ALL THE FACTS: CUNA Mutual will 


be glad to tell you exactly how much 


about paying insurance premiums 

in later years, if you buy CUNA Mutual’s 
Ordinary Life to buy under this plan, Extra-Ordinary Life insurance now. 

to get the results—paid-up insurance or 


cash—that you wish. We'll tell you just 
what it will cost, too. 
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CUNA MUTUAL INSURANCE SOCIETY 


Madison, Wisconsin © Hamilton, Ontario 


Without obligation I'd like to know more about your CUNA MUTUAL INSURANCE SOCIETY 


Extra Ordinary Life insurance 6-33 


The Credit Union Owned and Controlled Insurance Company 


Date of Birth 





